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* Continuous Improvement to Development 

“Early Customer and Partner Involvement 

“Focus on Security and Fundamentals 


Create customer demand and excitement for 
Windows Vista that creates business 
opportunity for partners 

“Developed personas targeted at customers needs 

“Focus on innovation and value 


The Windows 
commitment k 


Scenario Definition 


A complete and compelling PC-based value 
proposition built around customer purchase drivers 
and adoption blockers 

® A scenario should 


® Increase Windows Vista PC sales 
® Drive desire for Windows Vista Premium 
© Drive attach of relevant partner products and services 
® Be well defined, well scoped, and “purchasable” 
® Showcase innovation in the product and ecosystem 
“ Scenario selection criteria 
® End User purchase driver or adoption blocker 
* Market opportunity 
® Product strengths and assets 
® 


Ecosystem opportunity 
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Scenario Benefits 


Articulate the value of the new, innovative 
technology available in Windows Vista and Partner 
offerings in terms that resonate with customer 
needs and aspirations 
® Benefits 

® Customer - deliver increased value by focusing on the 


tasks 
and outcomes customers are trying to accomplish 


* Partners - proactively align partners around key 
purchase drivers to accelerate industry growth 
opportunities. 

Build on the Windows Vista marketing momentum 


® Windows - grow the Windows Vista addressable market 
and drive PC industry health and relevance 
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Windows Vista Premium Logo 


Program 
Available for Holiday '06 A 
+ “Certified for Windows Vista” logo 
© Align with premium experiences 
in Windows Vista 
® Educate end us: 
experiences 4 A 
® Many devi rolle: CERTIFIED FOR 


out for h Windows 
2 Vista™ 


e Others to follow with Windows Vista 
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Windows Vista 


Basic Logo Program 
Available for holiday '06 


® “Works With Windows Vista” Logo 


® Establish a baseline 
compatibility bar for devices 


2 Provide end users a way to _ 
know a device will work and | 


meet basic functionality bar 
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Find and Use Information 
Overview 


Find and Use Information 
Top Features 
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Top Features... 
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Find and Use Information 
Partner IE 


System Integrator 
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Our Investment In A 
Successful Partnership 


+ Heavy investment in end-customer demand 
creation 
© Largest technology launch in a decade! 
e Markeur that highlights products with the 
“Certified for Windows Vista” logo 
* Technical resources 
® Early access to beta versions 
® Technical training 
® Documentation 
+ MSDN support 
® Marketing and sales resources 
® Scenario marketing guidance 
© Customer-ready marketing materials 
© Placement on Windows Marketplace 
© Tools to foster partner-to-partner connection Silang) 


Conclusion 


“ Let Windows Vista open up new revenue streams 


® Windows Vista is more secure, more reliable, 
easier to use than any previ version of Windows 


* Enables partners to build a 
customers x 


Offers opportun 


ing a foundat 
un 


direch marketing, and other customer-demand creation 
activities 
* Microsoft is committed to assisting partners in selli 


Windows Vista through marketing guidance, tra 
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Call To Action 


® Begin planning for Windows Vista Launch now 


you can 
Www. win! 
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